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Building  the  engines  of  a  Smarter  Planet: 

How  midsize  businesses  can 
get  ahead  by  backing  up. 


CLOUD  COMPUTING 


Netf  lix  Reveals  Challenges  In  the  Cloud 


cycle  similar  to  that  of  the  dot-coi 


I  ECHNOLOGY  MANAGERS  at  video  Amazon  handle  daU  ce 


Create  applications  that  connect  with  other  applications. 


Developers  who  embed  InterSystems  Ensemble® 
software  can  offer  breakthrough  applications. 

This  unique  platform  will  enable  you  to  create  a 
new  class  of  applications  that  have  embedded 
integration  capability.  Your  products  will  have  a 
major  competitive  advantage  because  they'll  be 
interoperable  with  the  applications  your  prospects 
and  customers  are  using. 

In  addition,  Ensemble  makes  it  easier  to 
enhance  your  existing  products.  You  can  extend 
them  with  valuable  new  features  such  as  adaptable 


workflow,  browser-based  user  interfaces,  dash¬ 
boards  and  rules-based  business  processes  - 
without  rewriting  your  code. 

The  Ensemble  platform  is  powered  by 
InterSystems  Cach^*,  the  world’s  fastest  and  most 
scalable  object  database.  With  its  advanced  object 
technology.  Cache  makes  Ensemble  an  ideal 
platform  for  Java  and  .NET  programmers. 

For  over  30  years,  we've  provided  advanced 
software  technologies  for  breakthrough 
applications. 
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Ensemble  at  InterSystems.com/AdvancedlA 


Businesses  Plan  a  Tablet  Buying  Spree 


The  number  oI  corpor.’tkms  armiitg 
workers  with  tablets  will  dtHtble 
early  this  year,  a  research  firm  said 
last  month,  citing  its  recent  survey  of 
1.641  IT  buyers. 

The  November  poll  by  ChangeWavc 
Rt'search  showed  that  Apple  Inc.'s  iPad  will 
remain  the  dominant  workplace  tablet  even 
.  as  historically  strong  enterprise  players  like 
Hewlett-Packard  Co.  enter  the  market. 

Calling  the  demand  for  tablets  "e-xplosive.  ’ 
ChangeVVave  reported  that  14%  of  the  busi¬ 
nesses  p<»lled  said  they  are  planning  u>  buy 
tablets  for  employees  in  the  first  quarter  of 
.About  "f-u  (»f  all  companies  polled  by 
ChangeWave  said  that  they  currently  provide 
some  workers  w  ith  tablets.  That  represents 
a  one-point  inc  rease  from  the  percentage  of 
respondents  who  gave  that  answer  in  a  similar 
ChangeWave  poll  in  August  2010. 

"What's  striking  abfHit  iIk?  survey  results 
Is  the  intensity  Jif  the  leap  in  demand  (among 
enterprisesj.  It  W'as  much  more  than  what  wv 


were  expecting,"  said  Paul  Carton,  head  of 
research  at  ChangeWave  In  Rockville.  Md. 

.Apples  iPad  will  continue  to  dominate  the 
business  tablet  market,  ovx^rshadowing  HP's 
Slate,  Dell  Inc.’s  Streak  atid  tlie  forthcoming 
PlayB<H>k  from  Research  In  Motion  Ltd.  Of 
the  companies  planning  to  purchase  tablets  in 
the  first  three  months  of  2011. 78%  efted  the 
iPad  as  their  choice.  Dell.  HP  and  RIM  were 
essentially  tied  for  second  place,  with  Dell  and 
RIM  getting  9%  of  the  votes  and  HP  8%. 

■‘Apple  has  a  huge  lead  o\x*r  everyone," 
Canon  said.  "It's  clearly  the  gold  standard." 

The  poll  fijutKl  that  the  mf)st  popular  work- 
related  uses  of  tablets  are  accessing  the  Inter¬ 
net  and  checking  e-mail,  hut  Carton  added 
that  the  results  showc'd  a  healthy  gain  in  the 
use  of  tablets  in  place  of  traditional  laptops. 

The  ChangeWave  researclt  indicated  that 
the  iPatl's  overall  satisfaction  rating  was  97^. 
surpassing  the  satisfaction  ratings  for  flP's 
tablet  (74%)  and  IX-II  s  tablet  (69%). 
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K-12  Schools 
Lack  Computer 
Science  Classes 


can  K-IJ  classrooms,  according  to  a 
tepon  by  the  Association  (or  Com¬ 
puting  Mach'iwry  and  the  Computer 
Stieme  learltets  Association. 

•Some  sl,Mes  and  some  scbnols 
aie  iiffetingsome  really  excellent 
(oi.rses.  But  overall,  the  picture  Is 
pi  eity  Weak."  said  report  co-autlior 
Mark  siehlik.  assistant  dean  at  Car¬ 
negie  Mellon  Uiiiversity's  School  of 
Computer  Science,  last  month. 

The  numhet  of  secondary  schools 
offering  irarodiirtory  computer 
stieiue  roiifses  di  opped  17%  (rum 
»OS!0  7009.  and  the  number 
offering  Advanced  Placemen'  com¬ 
puter  science  courses  dropped  35% 
in  that  lime  pgriod.  the  study  found. 

Federal  iniliahves  such  as  No 
Child  Left  Behind  and  programs 
designed  to  boost  science  and  math 
education  liave  had  the  uniniendi>d 
conseouente  of  undermining  com¬ 
puter  srience  programs,  the  report 
noted.  Schools  have  responded  to 
those  initiatives  by  lucusing  on  ira- 
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RESEARCH  RECAP 


Businesses  Plan  a  Tablet  Buying  Spree 


The  NUMRER  of  corporations  arming 
workers  with  taUets  will  double 
early  this  year,  a  research  firm  said 
last  month,  citing  its  recent  survey  of 
1,641  IT  buyers. 

The  November  poll  by  ChangeWave 
Research  showed  that  Apple  Inc.’s  iPad  will 

remain  the  dominant  workplace  tablet  even 

as  historically  strong  enterprise  players  like 
Hewlett-Packard  Co.  enter  the  market. 

Calling  the  demand  for  tablets  “explosive,” 
ChangeWave  reported  that  14%  of  the  busi¬ 
nesses  polled  said  they  are  planning  to  buy 
tablets  for  employees  in  the  first  quarter  of 
2011.  About  7%  of  all  companies  polled  by 
ChangeWave  said  that  they  currently  provide 
some  workeis  with  tablets.  That  represents 
a  one-point  increase  from  the  percentage  of 
respondents  who  gave  that  answer  in  a  similar 
ChangeWave  poll  in  August  2010. 

“What’s  striking  about  the  survey  results 
is  the  intensity  of  the  leap  in  demand  [among 
enterprises).  It  was  much  more  than  vidiat  we 


are  offering  some  really  excellent 
courses.  But  overall,  the  picture  Is 
pretty  bleak."  said  report  co-author  | 


were  expecting,”  said  Paul  Carton,  head  of 
research  at  ChangeWave  in  Rockville,  Md. 

A{q>le’s  iPad  will  continue  to  dominate  the 
business  tablet  market,  overshadowing  HP’s 

Slate,  Dell  Inc.’s  Streak  and  the  forthcoming 
PlayBook  from  Research  In  Motion  Ltd.  Of 
the  companies  planning  to  purchase  ubiets  in 
the  first  three  months  of  2011, 78%  cited  the 
iPad  as  their  choice.  Dell,  HP  and  RIM  were 
essentially  tied  for  second  place,  with  Dell  and 
RIM  getting  9%  of  the  votes  and  HP  8%. 

“Apple  has  a  huge  lead  over  everyone,” 
Carton  said.  "It’s  clearly  the  gold  standard.” 

The  poll  found  that  the  most  popular  work- 
related  uses  of  taWets  are  accessing  the  Inter¬ 
net  and  checking  e-mail,  but  Carton  added 
that  the  results  showed  a  healthy  gain  in  the 
use  of  tablets  in  place  of  traditional  laptops. 

’The  ChangeWave  research  indicated  that 
the  iPad’s  overall  satishction  rating  was  97%, 
surpassing  the  satisfaction  ratings  for  HP’s 
tablet  (74%)  and  Dell’s  tablet  (69%). 

-Gregg  Keizer 


Mark  stehllk.  assistant  dean  at  Car¬ 
negie  Mellon  University’s  School  of  :l 

Computer  Science,  last  month.  |1 

The  number  of  secondary  schools  l| 

offering  Introductory  computer 
science  courses  dropped  17%  from 
2005  to  2009,  and  the  number 
offering  Advanced  Placement  com¬ 
puter  science  courses  dropped  35% 

In  that  time  period,  the  study  found. 


Child  Left  Behind  and  programs 
designed  to  boost  science  and  math 
education  have  had  the  unintended 
consequence  of  undermining  com¬ 
puter  science  programs,  the  report 
noted.  Schools  have  responded  to 
those  Initiatives  by  focusing  on  tra¬ 
ditional  science  and  math  courses 
that  are  covered  by  achievement 
tests  or  are  core  requirements  for 
high  school  graduation.  Only  nine 
states  count  computer  science  cred¬ 
its  toward  graduation  requirements. 
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YOUR 


REMOTE 

SUPPORT 

SILVER  BUliliET. 


You've  heard  the  call  for  help  and  are  ready  to  ride  -  all 
you  need  is  the  best  tool  to  let  your  skills  shine.  With  the 
simple  yet  powerful  technology  of  GoToAssist*  Express'", 
you'll  connect  with  customers  like  never  before. 

Speed  -  Instantly  support  up  to  8  clients  at  orrce. 

Unlimited  Use  -  Wrangle  all  the  Issues  you  want  for  one  flat  fee. 
Performance  - 100%  reliability  you  can  hang  your  nat  on. 
Unattended  Support  -  Work  while  customers  are  away. 


GoToAssist’ 

EXPRESS' 


NEWS  ANALYSIS 


Business  Atos  Target 
Consumer  Bevices 

More  and  more  software  vendors  are  creating  tools  that 
let  employees  use  their  personal  devices  to  access  key 
corporate  systems.  By  Joab  Jackson 


bugarCKM  Inc.,  noted  that  the  iPhone  has 
hands-ciown  captured  the  imagination  of  tf 
corporate  user.” 

SugarCRM  offers  an  application  that  mol 
workers  can  use  to  fetch  client  phone  numli 
addresses  or  e-mails  from  the  CRM  system 
back  at  the  office,  Oram  said. 

Other  top  makers  of  enterprise  software  1 
also  moved  to  take  advantage  of  the  spread  < 
consumer  devices  within  businesses. 

For  example,  IBM  has  developed  tools  th 
allow  iPhone  and  Android  users  to  access  tl 
features  of  its  Maximo  asset  management  s* 
ware  via  mobile  handset  Web  browsers.  Ani 
the  Afaria  software  package  from  SAP  AG’s 
Sybase  unit  can  help  administrators  better 


How  midsize  businesses  get  more  from 
their  data,  while  paying  less  to  store  it. 

On  a  smarter  planet,  inibrmatbn  doesn't  just  grow— it  evolves.  That’s  why  midsize  txjsinesses  need  a  storage  system 
designed  to  grow  with  troth  their  business  and  their  increasingly  complex  information.  Enter  the  IBM®  Storwize* 
WOOD,  a  compact  midrange  disk  system  designed  and  priced  for  midsize  companies.  The  IBM  Storwize  V7000 
includes  advanced  features  like  storage  virtualization,  thin  provisioning,  and  automated  tiering  at  no  additional  cost, 
helping  midsize  companies  store  their  data  in  a  way  that's  simple,  flexible  and  affordable,  Here’s  how: 


Midsize  businesses  are  the  engines  ol  a  Smarter  Planet. 


To  learn  more  about  products  like  the  IBM  Storwize  WOOD,  connect 
with  an  IBM  Business  Partner  today.  Call  1-B77-IBM-ACCESS  or  visit 
ibmroom/engines/storage 


NEWS  ANALYSIS 


IT  Help  Desk  Calls  Up  Again  in  2010 

Calls  for  IT  assistance  are  increasing  as  many  companies 
cut  back  on  help  desk  personnel,  surveys  find.  By  Patrick  Thibodeau 


At  the  same  time  information  technology  is  touted 
as  getting  less  complex  and  easier  to  manage,  more 
workers  than  ever  are  turning  to  IT  help  desks  for  as* 
sistance,  according  to  a  study  released  late  last  year. 
The  HDI  study,  based  on  a  survey  of  IT  manors, 
directors  and  other  personnel  at  some  800  businesses,  govern¬ 
ment  agencies  and  organizations,  concluded  that  there’s  no  single 
explanation  for  the  continuing  increase  in  c^lls  to  help  desks. 

Sixly-scven  percent  of  survey  respondents  said  that  calls  had 
iixrreased  at  their  organizations  during  2010.  In  a  survey  a  year 
earlier,  roughly  the  same  percentage  of  users  reported  an  increase. 

The  membCTship  of  HDI,  formerly  known  as  the  Help  Desk  Insti¬ 
tute,  includes  some  50,000  service  and  technical  support  workers. 

Roy  Atkinson,  an  analyst  at  HDI,  said  that  efforts  to  ease 
the  process  of  contacting  help  de^  may 
account  for  some  of  the  iiKrease  in  calls.  For 
instance,  creating  a  single  point  of  contact 
—  aiKl  acceptir^  queries  sent  via  instant 
messaging  tools,  e-mail  and  social  media  — 
encourages  more  users  to  seek  help. 

Those  surveyed  cited  multiple  reasons  for 
the  uptick  in  calls:  41%  pointed  to  infra¬ 
structure  or  product  changes,  26%  blamed 
expanded  service  offerings,  and  22.5%  said 
they  have  more  users. 

Bail  Begley,  an  IT  project  manner  at  the 
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University  of  Kentucky  and  head  of  HDIs  desktop  advisory  board, 
said  incident  volumes  at  the  university’s  healthcare  help  desk  are 
intreasii^  by  15%  to  20%  annually.  At  least  part  of  the  increase 
can  be  attributed  to  the  use  of  new  healthcare  technology,  he  said. 

Be^ey  added  that  help  desk  workers  find  the  influx  of  calls  ‘"fous- 
trating,  because  they  see  the  same  problems  over  and  over  again.” 

The  university  hopes  that  a  move  to  implement  Information 
Technology  Infrastructure  Library  (ITIL)  best  practices  can  help 
reduce  call  volumes,  especially  the  repetitive  calls. 

ITIL  incorporates  best  practices  for  a  number  of  IT  management 
areas,  incKidii^  the  help  desk,  that  are  des^ned  to  help  determine 
the  root  cause  of  IT  problems  and  predict  future  difficulties. 

The  increase  in  requests  for  IT  support  comes  as  many 
companies  have  cut  back  help  desk  operations,  according  to  a 

survey  of  134  organizations  late  last  year  by 
research  firm  Computer  Economics.  That 
survey  found  that  help  desks  now  account 
for  about  6%  of  the  total  IT  staff,  down 
from  6.9%. 

The  Computer  Economics  report  said  the 
results  “represent  a  relatively  substantial 
dip  and  indicate  that  providing  high-quality 
support  to  users  assumed  a  lower  priority 
amid  the  wave  of  operational  budget-cutting 
and  staff  reductions  that  accompanied  the 
official  end  of  the  recession.”  ♦ 


[Help  desk 
workers  find 
the  influx  of  calls] 
frustrating  because  they 
see  the  same  problems 
over  and  over  again 


The  vaccine  is  live.  The  aid  workers  are  ready.  But  then  there  are  questions.  Questions  that 
can  oniy  be  answered  by  talking  face-to-face.  Polycom  unified  communications  blurs  the 
distance  between  here  and  there,  powering  smarter  conversations.  So  you  can  resolve  a 
healthy  debate,  even  when  you're  7, 000  miles  away. 

Get  the  whitepapers  at  the3rtofconversation.com 
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6  MONTHS 


1&1*  HOSTING  PACKAGES 


K  E  i"  p 

As  the  world's  largest  web  host,  we  know  the  developer 
features  you  need  in  a  hosting  package! 


.com  Domains  Included 

■  info  .Org  All  hosting  packages  include  domains, 
.  net  package. 


V  .  Unlimited  Traffic 

.  Unlimited  traffic  to  all  websites  in  your 
1&1  hosting  package. 


Developer  Features 

Extensive  language  support  with  PHP  5/6 
(beta)  with  Zend  Framework  and  git  version 
management  software. 


6  MONTHS 

FREE! 

1&1*  BUSINESS  PACKAGE: 

■  3  Included  Dofflains 

■  Private  Domain  Registratioa 

■  250  GB  Web  Space 

■  UNLIMITED  Traffic 

■  NEW:  Version  Management 
Software  (git) 

■  2,500  E-maii  Accounts 

■  so  MySQL  Database  (100  MB) 

■  2SFTPAccounte 

■  E-mail  Marketing  Tool 

■  24/7  Toll-free  Customer  Support 


Online  Marketing  Tools 

SEO  tools  to  optimize  your  website. 
1&1  Webstatistics  makes  it  easy  to  mi 
your  progress. 


Green  Data  Centers 

We're  committed  to  hosting  your  site  with 
a  minimal  impact  on  the  environment. 


Need  more  domains? 

•info  domain  only  $0.99  first  year' 
•com  domain  only  $4.99  first  year’ 
More  great  offers  available 
on  our  websitel 


Get  Started  today,  call  1-877-GO-1AND1 


www.1and1.com 


Harry  Lukens 

This  healthcare  CIO  is  building 
a  robust  wireless  network  and 
a  loyal  workforce. 


Life's  ambition:  I'm  not  sure 
what  I'd  ask  for  on  a  wish  list. 

I  iove  this  job.  This  is  the  best  job 
I’ve  ever  had.  If  you  have  a  great 
marriage,  a  great  family  life,  and 
good  health  and  a  good  job. 

what  else  do  you  need? 
Philosophy  in  a  nutshell: 
Treat  people  the  same  way  you 
want  to  be  treated. 

Best  hook  you've  read  recently: 
Killing  for  Coal:  America’s  Deadliest 
Labor  War,  by  Thomas  G.  Andrews 


Back  in  1994,  Lehigh  Valley 
Health  Network,  a  two- 
hospital  system  based  in 
Allentown,  Pa.,  had  a  high 
IT  personnel  turnover  rate.  Today,  that 
rate  hovers  around  i%.  and  if  you  ask 
employees  why,  they  point  to  CIO  Harry 
Lukens.  Over  the  past  i6  years  as  the 
head  of  a  140-person  TT  department. 
Lukens  has  stuck  by  a  few  principles 
that  have  served  him  well:  TVeat  others 
as  you’d  like  to  be  treated,  no  idea  is 
awful,  and  build  a  tight  team  by  serving 
the  greater  community  together.  Lehigh 
Valley  has  received  many  awards  and 
accolades  over  the  past  decade.  This 
year,  the  network  was  named  a  “too 
Most  Wired"  and  “25  Most  Wireless” 
hospital  by  Hospitals  and  Health  Net¬ 
works  magazine.  But  Lukens  is  most 

Continued  on  page  14 
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THE  GRILL  |  HARRY  LUKENS 


Continued  from  page  12 

proud  Lehigh  Valley's  place  on  Computerworld’s  too 
Best  Ploces  lo  Wort  in  LT  list /or  two>ears  running. 


How  lent  has  your  hospital  been  Wireless?  We  actu¬ 
ally  bad  a  wireless  network  in  place  here  in  1997.  We 
got  into  that  game  because  I  do  rounds  with  the  docs 
just  to  see  how  life  is.  One  of  the  things  I  noticed  is 
the  way  a  physician  had  to  practice.  He  comes  into 
a  unit,  sits  down  on  a  workstation,  pulls  up  labs  or 
whatever,  then  logs  off  and  goes  and  sees  the  patient. 
Then  he  does  the  same  thing  before  he  sees  the  next 
patient  He  was  tethered  to  a  workstation.  Our  idea 

was,  let’s  figure  out  a  way  for  docs  to  log  on  once  and 

just  keep  rolling  through  the  hospital.  To  do  that, 
they  needed  a  wireless  network. 

Initially,  we  gave  them  these  huge,  simple  devices. 
'They  looked  like  they  were  three  by  five 
weighed  too  pounds  and  had  a  battery  life  of  about 
to  minutes.  A  couple  of  things  came  out  of  that:  ■ 

We  learned  how  to  mange  a  wireless  network,  and 

the  docs  got  used  to  carrying  a  wireless  device  that 
connected  them  to  systems.  Over  the  next  bunch 
of  years,  we  were  able  to  make  the  wireless  better, 
shrink  the  devices  and  put  more  on  that  device. 


■u 

understand  tl 
has  its  warts 
■  workaround 


In  general,  our 
docs  embrace 
technology,  use 

technology,  and 
understand  that  technology 
has  its  warts  and  you’ve  got  to 
work  around  them. 


wireless  network?  It  usually  is  the  physician  culture. 
There  was  some  pushback  in  the  b^inning,  espe¬ 
cially  with  the  initial  wireless  devices.  They  were 
ridiculous  in  size  and  weight  and  capabilities,  but  it 
got  better.  They  realized  how  efficient  it  could  make 
things;  they  realized  they  could  be  sitting  having 
a  cup  of  coffee  somewhere  looking  at  labs.  But  in 
general,  our  docs  embiace  technology,  use  technol¬ 
ogy,  and  undeistand  that  technology  has  its  warts 
and  you’ve  got  to  work  around  them. 

lnl999,youwtraalsoMoir1yadoplMrorncomput- 
ertatd  physfeian  ordor  tnlrv  systia.  Was  that  dlffl- 
ailt  to  implanwnt?  When  we  put  CPOE  in  place,  there 
was  lots  of  pushback.  It  was  like,  “Oh  my  goodness.  I 
used  to  be  able  to  give  this  lab  request  to  a  nurse,  but 
now  I  have  to  put  it  in  myself."  But  we  already  had 
wireless  and  the  devices  for  it  It  was  just  a  software 


issue  at  that  point.  It  was  important  for  us  to  untether 
the  docs  to  make  them  more  efficient  and  make  their 
lives  better.  We’ve  bad  our  struggles  with  that  but  now 
if  that  thing  even  burps,  the  docs  are  all  over  t’tat. 

you  have  a  turnover  rate  of  only  IH.  How  did  you 
achieve  that?  When  I  came  to  work  here,  one  of  the 
things  I  wanted  the  CEO  to  support  was  a  philoso- 
[diy  that  you  could  do  good  things  for  the  hospital 
and  also  treat  people  well.  ’That’s  my  philosophy.  My 
people  will  tell  you  we  treat  them  with  respect.  This 
sounds  cliche,  but  we  treat  them  like  family.  We  do 
things  here  from  a  nontechnical  sense  that  pulls 
people  together.  I  also  believe  most  people  want  to  do 
good  things  but  just  don’t  know  how. 

When  I  came  here,  the  turnover  rate  was  ungodly 
high  for  a  lot  of  reasons.  One  of  the  things  I  thought 
we  needed  to  do  as  a  department  was  learn  to  play 

together.  So  1  decided  I’d  marry  that  concept  with 

giving  back  to  the  community.  We  started  a  com¬ 

munity  service  program.  Oger  the  last  15  years,  every 
month,  we  do  something  for  the  community. 

Last  November,  we  had  a  hat,  coat  and  glove  drive 
for  the  local  schools.  In  December  —  and  this  is  what 
we’re  famous  for  locally  —  we  decorate  Christmas 
trees  and  give  them  to  a  local  counsel  sf  churches, 
and  they  give  them  to  needy  families.  We  provide 
pizza  and  all  that  stuff,  and  it  becomes  play  time.  At 
the  end  of  the  day,  we  give  prizes  for  the  best  trees, 
and  the  trees  then  go  to  families  that  need  them. 

What  is  the  “WIM  idea  Team,’’  and  bow  did  you 
come  up  with  the  concept?  If  you’re  an  IT  guy,  you’re 
attracted  to  shiny  things.  So  often.  I’d  be  walking 
through  the  hall  here  and  someone  would  say  to  me, 
“Yo,  Harry,  if  we  bought  this  thing  I  saw,  it  would  do 
this  for  us.”  Or  they’d  say,  “Have  you  thought  about 
doing  this?"  I  was  bombarded  with  stuff  like  that  — 
internal  and  external  to  IS.  So  I  put  together  about 
zo  people,  a  group  that  includes^  docs  and  nurses,  not 
just  IS  people.  We  get  together  once  a  month  and  talk 
about  wild  ideas.  There  are  only  two  rules:  No  snick¬ 
ering,  and  no  idea  is  awful.  People  sometimes  bring 
the  craziest  ideas,  but  they  also  bring  ideas  we  use. 

Can  yuu  give  us  an  example  of  a  wild  idea?  Here’s  one 
I’m  responsible  for.  I  have  two  Labrador  retrievers 
at  home,  so  I’m  reading  in  a  magazine  about  how 
vets  are  using  a  portable  ultrasound  device  because 
they  can’t  get  dpgs  in  tegular  ultrasound  machines.  I 
wondered  if  we  couW  use  those  portable  devices  on 
people.  Of  course,  people  said,  “Yo,  it’s  for  dogs."  I 
said,  “OK,  but  it’s  also  pending  approval  by  the  FDA." 
Sure  as  hell  it  gets  approved  by  the  FDA. 

We  show  it  to  the  docs  who  run  intensive  care,  and 
now  they  use  it  to  place  lines  or  shunts  for  patients 
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Putting  you 

in  the  driver's  seat. 


Complete  Customer  Satisfaction  It's  what  has  helped 
Enterprise  Holdings*  become  North  Amenca's  largest 
and  most  comprehensive  service  provider  in  the 
automobile  rental  industry  And  helping  them  drive 
satisfaction  is  Dell  Services 

Calling  on  our  extensive  knowledge  of  the  car  rental 
business  and  all  of  the  systems  that  support  it,  we've 
helped  Enterprise  Holdings  maintain  exceptional 
customer  service  and  grow  their  leadership  position 
All  of  which  has  led  to  acknowledgement  were 
particularly  proud  of  "Finding  a  partner  that  you  can 
trust,  that  can  be  relied  upon  and  that  operates  with 
integrity,  flexibility  and  transparency  is  both  difficult 
and  indispensible.  Dell  Services  is  such  a  partner " 

How  can  we  boost  your  business?  After  all,  the  future  is 
wide  open  Visit  deU.com/services. 


Applicatic 


ss  Process  Consulting  Infrastructure  Support 


[DeLL)  Services 


Join  us  in 
the  Inner  Circle. 

The  Computerworld  Inner  Circle  Research  Panel  was  established  as  a  way 
for  members  of  the  IT  community  to  share  information  and  gain  insight  into 
various  technology  topics,  including  new  initiatives  and  top  issues  faced  by 
IT  professionals  and  executives. 

Inner  Circle  panel  members  get  exclusive  access  to  results  of  the  surveys 
on  the  panel  site  at:  www.computerworlclinnercircle.com,  and  are  eligible  for 
some  nice  cash  and  prize  giveaways  for  their  participation.  We  look  forward  to 
hearing  your  input! 

Join  for  Free! 

To  register  as  a  panel  member,  visit  www.computerworld.com/haic 


k  OPINION 


MBT  PERKINS 


Disappearing  CIOs 


Several 
Fortune  500 
companies 
are  eliminat¬ 
ing  the  cor¬ 
porate  CIO 
position.  But 
a  CIO-less 
enterprise  has 
drawbacks. 


Bart  Perkins  is 

managing  partner  at 
Louisville.  Ky.-based 
Leverage  Partners 
Inc.,  which  helps 
organizations  invest 
well  in  IT.  Contact 
him  at  BartPerkins@ 
LevefagePartner5.com. 
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AVE  THE  CIO,  SAVE  THE  ENTERPRISE!  It  might  not  be  the  catchiest 
slogan,  but  there’s  more  than  a  httle  truth  in  it. 

^veral  Fortune  500  companies  are  eliminating  their  corporate 
CIO  positions.  They  plan  to  move  IT  into  the  business  units  (BU), 


on  the  theory  that  an  IT  staff  that  isn’t  distracted 
by  corporate  initiatives  can  provide  better  support 
for  BU  priorities.  A  minimal  corporate  IT  staff 
will  support  only  corporate  functions,  such  as  HR, 
Finance  and  Legal.  An  IT  leadership  group  (ITLG) 
composed  of  the  BU  CIOs  will  establish  IT  direc¬ 
tion,  create  standards  and  allocate  resources  for 
projects  across  all  departments. 

This  restructuring  might  be  viable  for  a  holding 
company  with  semiautonomous  business  units  or  in 
a  utopian  mvironment  with  aligned  priorities  and 
no  political  agendas.  And  it  might  be  a  way  to  fire  a 
CIO,  but  there  are  far  less  disruptive  approaches. 

A  CIO-less  enterprise  has  significant  drawbacks, 

by  corporate  CIOs  balance  corporate  perspective 
with  BU  needs.  Without  strong  corporate  leader¬ 
ship,  ITLGs  usually  lack  long-term  focus  and  make 
decisions  benefiting  individual  Bl^  at  the  expense 
of  the  enterprise  (and  shareholders).  Rotating  the 
chair  rarely  solves  this  problem.  Typically,  BUs  with 
more  money  acquire  additional  IT  capabilities,  and 
those  with  less  money  fall  b^ind. 

Standardization  Impasse.  The  best  IT  archi¬ 
tectures  and  infrastructures  balance  BU-specific 
requirements  with  enterprise  commonality.  Both 
an  effective  architecture  and  the  supporting 
inffastructure  require  a  great  deal  of  planning.  In 
the  absence  of  corporate  leadership,  any  BU  can 
slow  the  process  until  it  stops.  Dissenting  BUs 
always  insist  that  they  are  different  and  that  the 
rest  of  the  CMrganizatiort  doesn’t  understand  their 

work  requires  analysis  that  employees  hom  the 
other  BUs  don’t  have  the  resources  or  authority  to 
undertake. 


nywide  serftware  rollouts  usually  change  business 
processes  and  require  active  support  from  BU 
executives.  Without  a  GO,  BUs  rarely  agree  to 
release  their  best  staffers  to  work  on  projects  that 
don’t  benefit  them  directly. 

No  dear  dedslon-maker.  ITLCs  strive  to  make 
decisions  by  consensus.  But  they  often  degenerate 
into  factions,  and  the  need  to  make  toi^  decisions 
can  lead  to  extended,  acrimonious  debate,  with  no 
consensus  possible.  Without  a  corporate  CIO,  criti¬ 
cal  decisions  m^ht  remain  unmade.  Worse,  they 
mi^t  be  made  by  a  CEO  with  little  IT  kno«4ec^ 
who  merely  six.xiimbs  to  political  pressure. 

Limited  accountabiHty.  Architectures  and  stan¬ 
dards  provide  value  only  when  everyone  embraces 
them.  BUs  often  disagree  with  some  standards  or 
parts  of  the  architecture.  Without  corporate  review, 
BUs  can  simply  ignore  standards  they  dislike. 

Decreased  economies  of  scale.  Effective 
organizations  standardize  business  processes, 
technology  platforms,  su{^lies,  etc.  Standardiza¬ 
tion  allows  consdidated  purchases  that  obtain  the 
best  prices  from  suppliers.  But  the  consolidation 
process  requires  a  high  degree  of  coordination. 
Without  a  CIO  ne^iating  on  behalf  of  the  entire 
organizatiem,  it  becc»nes  significantly  more  difficult 
to  maximize  economies  of  scale. 

Some  business  executives  even  believe  IT  has 
beoxne  a  commodity  that  can  be  migrated  to  the 
cloud  and  foigotten.  Unfortunately,  the  doud  does 
not  address  any  d  the  above  issues. 

Good  governance  requires  checks  and  balances 
inherent  in  the  tensioD  between  corporate  and 
business  unit  priorities.  Within  three  years,  each 
of  those  Fortune  500  companies  will  re-create  a 
corporate  CIO  position.  Betcha.  ♦ 


faster  server  ROI. 


With  budgets  flat  and  waHdoads  exploding,  it's  time  to  unleash  the  innovation  and  cost  savings  locked  up 
within  your  aging  server  infrastructure  with  next  generation  HP  Proliant  servers  powered  by  8-  and  12-cote 
AMD  Opteron™  6100  Series  processors.  Upgrade  now  and  experience: 

•  23:1  server  consolidation  ratio' 

•  96%  or  more  savings  on  energy  and  cooling' 

•  $48,380  in  total  savings  for  every  100  users’ 
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"CIOs  are  no  longer  developing  technology. 
Instead,  they’re  finding  IT  and  putting  it 
together  in  ways  that  change  the  top  and 
bottom  lines  of  their  companies.”  says 
longtime  CIO  Ralph  Szygenda. 
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Should 
YOU  get  an 

MB/^ 


It  takes  a  monumental  commitment,  both  finandally  and  personally, 
but  an  MBA  could  be  the  fastest  ticket  to  business  proficiency. 

BY  JULIA  KING  , 


T 


HE  CIOs  at  Procter  &  Gamble  and  Microsoft  don’t 
have  one.  Neither  does  the  CIO  at  Wal-M^rt.  So, 
no,  technically,  you  don’t  need  to  have  a  master’s 
degree  in  business  administration  to  be  suc¬ 
cessful  in  a  top  technology  position  at  a  world- 
renowned  company. 

But  realistically,  it’s  an  extremely  good  idea, 
especially  for  pure  techndogists.  That  goes  not 
just  for  CIOs,  but  for  project  managers,  business 
analysts  and  virtually  any  other  IT  professional 
aiming  to  clind>  to  the  top  of  the  corporate  ladder. 
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Timing  Is  Everything 

HE  IDEAL  TIME  to  cam  an  MBA  is  after  yWvc  had  tlircc  to  five 
yaars  of  aporicncc  in  the  business  aiorM,  acconHof  to  CIOs,  aca- 

"An  MBA  degree  is  meant  to  be  very  coiKrele  and  very  practical." 
says  IT  management  consultant  Paul  Glen,  who  at  27  was  the  youngest 
member  of  his  class  when  he  earned  his  MBA  in  1991.  "To  go  for  an  MBA  when  you 
haven't  had  enoi^h  work  experience  is  pretty  useless,  because  you  have  no  reality  to 
connect  it  to."  In  fact  Glen  notes  that  the  top  business  schools  won't  even  accept  MBA 
applications  from  students  directly  out  of  college  anymore. 

Sun  National  Bank  CIO  Angelo  Valletta  says  if  he  had  it  to  do  again.  "I'd  have  waited 
a  little  bit"  before  enrolling  In  an  MBA  program.  He  enrolled  at  the  age  of  22  imme¬ 
diately  after  earning  his  undergraduate  degree,  which  he  had  pursued  while  working 
full  time  at  another  bank.  That  was  more  than  20  years  ago. 

"But  I  went  straight  through  because  the  company  was  paying  for  it  and  I  thought 
I  might  as  well  just  keep  on  going."  he  says.  But  again.  Valletta  continued  to  work  full 
lime,  supplementing  his  classroom  and  case-study  learning  with  on-the-job  training 
in  virtually  all  business  processes  associated  with  the  financial  services  industry. 

Throughout  his  years  in  school.  "I  worked  in  back-office  operations.  I  sold  IRAs.  I 
supported  the  credit  card  business,  and  I  supported  the  retail  business  from  a  cus¬ 
tomer  service  standpoint.  I  don't  think  I  would  be  successful  without  having  both  an 
MBA  and  the  formative  years  in  operations  at  the  bank."  he  says. 

Matson  Navigation  CIO  Peter  Weis  had  been  in  a  management  role  for  several  years 
after  climbmg  the  corporate  ladder  in  IT  when  he  started  to  pursue  an  MBA.  He  says 
one  huge  benefit  of  earning  the  degree  while  simultaneously  working  as  a  CIO  is  that 
he  was  able  to  apply  what  he  learned  immediately. 

For  example,  armed  with  a  deeper  knowledge  of  finance.  Weis  overhauled  how 
Matson's  project  management  office  works.  "We  set  up  a  business  office,  which  runs 
all  of  our  budgeting,  project  costing,  administrative  processes  and  all  nontechnology 
processes."  he  explains. 

IT  budget  requests  also  chatted  dramatically.  "Now  we  don't  issue  a  capital  re¬ 
quest  without  a  net  present  value,  payback  period  and  a  sensitivity  analysis."  Weis 
says.  "All  of  that  is  standard  tare  for  us  now.  That  wasn't  the  case  before  an  MBA." 


!  One  big  reason:  No  one  is  exclusively  a  technolog)- 

;  chief  anymore.  Everybody's  a  business  executive. 

;  whether  they  cal!  themselves  that  or  not. 

1  "CIOs  are  no  longer  developing  technolog), 
r  Instead,  they're  finding  IT  and  putting  it  together  in 
:  ways  that  change  the  top  and  bottom  lines  of  their 

;  companies."  says  Ralph  Szygenda.  former  global  CIO 

•  at  General  Motors.  Bell  Atlantic  and  Texas  Insiru- 

f  ments  and  now-  a  strategic  consultant  at  iRi.se.  a  busi- 
t  ness  applications  vendor  in  El  Segundo.  Calif. 

;  "In  I  he  last  lo  years,  you  could  gel  aw-ay  with 

•  Imainly]  technology  knowledge  hecause  a  lot  of  the 

Z  things  a  CIO  did  were  efficiency  moves,  such  as  con- 
:  solidating  data  centers.  It  was  a  great  period  forihe 

I  technology  CIO,"  says  Szygenda.  "But  now.  everybody 
!  has  done  the  efficiencies.  Grow  th  is  the  big  thing. " 
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I’d  argue  that  what 
I  learned  about 
negotiating  at 
Wharton  has  paid 
for  my  MBA  degree 
20  times  over. 


Szygenda  hinvself  doesn't  luve  an  MBA.  yet  like  \  ir* 
tually  all  CIOs  —  with  .MB.As  and  without  —  he  says 
enabling  \-our  empkwers  growth  requires  a  compre¬ 
hensive  knowledge  of  business,  particularly  finance, 
which  an  aMB.A  cenainly  affords.  Btn  going  back  to 
scIkk)1  to  earn  a  two-year  MBA  can  cost  S55.000  to 
$60,000  per  year.  Meanwhile,  a  genertxis  uptick 
in  salary  —  especially  if  youstax  at  your  current 
company  —  is  by  no  means  guaranteed  upon  gradua¬ 
tion  (see  "Landing  a  Leadership  Role,”  page  24). 

Fast-tracking 

But  an  MBA  isn't  the  only  way  to  acquire  critical  bust- 
iK?s.s  knowledge.  One  alternative  is  rotating  through 

a  first-hand  iitKlersianding  of  processes  associated 
w  iih  ewrylhing  from  sak*s  and  marketing  lo  logistics, 
manufacturing  and  supply  cliain  operaiitms.  The 
downside  to  that  approach  is  th.«  it  can  take  yeans. 

sure  of  an  MBA  degree's  worth.  CIOs 


;ly  the  fast 


"The  traditional  IT  career  path  doesn't  lend  itself 
that  well  to  building  a  mind-set  and  a  skill  set  of  how 
the  CEO  and  CFO  really  think,"  says  Peter  Weis.  CIO 
at  Matson  Navigation  Co.,  an  oc’can  freight  carrier 
based  in  Oakland.  Calif. 

■‘Learuif^  tlieir  language  det*ply  by  studying  { busl- 
n^s|  cast%  and  spending  hours  t  htnking  abiHit  hmv 
other  executives  think  is  very  hard  to  pick  up  In  yt>ur 
normal  work  in  the*  CIO  role. '  adds  Weis,  who  returned 
to  scIkx)!  in  his  40s  to  earn  an  M  BA  from  the  University 
of  Pennsylvania's  Wharton  School  of  Busiiu'ss. 

Yet  going  back  to  school,  especially  while  i-ontinu- 
Ing  to  work,  is  no  ea.sy  feat.  “It  was 


lime,  he  was  a  single  parent  whose  daugliier  had  jie 
for  college.  His  employer  paid  his  luitkm  and  ex|)t 
but  Weis  was  required  lo  use  orw?  vacation  day  fur  e' 
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in  salary  —  especially  if  you  stay  at  your  current 
company  —  is  by  no  means  guaranteed  upon  gradua' 
tion  (see  '‘Landing  a  Leadership  Role,”  page  24). 

Fast-tracking 

But  an  MBA  isn’t  the  only  way  to  acquire  critical  busi¬ 
ness  knowledge.  One  alternative  is  rotating  through 


One  big  reason:  No  one  is  exclusively  a  tecimology 
chief  anymore.  Everybody’s  a  business  executive, 
whether  they  call  themselves  that  or  not. 

“OOs  are  no  longer  developing  technt^ogy. 

Instead,  they’re  finding  IT  and  putting  it  together  in 
ways  that  change  the  top  and  bottom  Hikes  of  their 
companies,”  says  Ralph  Szygenda,  former  global  CIO 
at  General  Motors,  Bell  Atlantic  and  Texas  Instru¬ 
ments  and  now  a  strategic  consultant  at  iRise,  a  busi¬ 
ness  applications  vendor  in  El  Segundo,  Calif. 

‘‘In  the  last  10  years,  you  could  get  away  with 
[mainly]  technology  knowlec^  because  a  lot  of  the 
things  a  CIO  did  were  efficiency  moves,  such  as  con¬ 
solidating  data  centers.  It  was  a  great  period  for  the 
technology  CIO,”  says  Szygenda.  "But  now,  everybody 
has  done  the  efficiencies.  Growth  is  the  big  thing.” 


say,  is  that  it  is  frequently  the  f^est  way  to  acquire 
mandatory  business  knowledge. 

“The  traditional  IT  career  path  doesn’t  lend  itself 
that  well  to  building  a  mind-set  and  a  skill  set  of  how 
the  CEO  and  CFO  really  think,”  says  Peter  Weis,  CIO 
at  Matson  Navigation  Co.,  an  ocean  freight  carrier 
based  in  Oakland,  Calif. 

"Learning  their  language  deeply  by  studying  (busi¬ 
ness]  cases  and  spending  hours  thinking  about  how 


Donnal  work  in  the  DO  role,”  adds  Weis,  who  returned 
to  school  in  his  40s  to  earn  an  MBA  from  the  University 
of  Pennsylvania’s  Wharton  School  oi  Business. 

Yet  going  back  to  school,  especially  «diile  ccmtinu- 
ingtowork,  is  no  easy  feat  "It  was  maybe  the  hardest 
thing  I  have  ever  done  in  my  career,”  Weis  says.  At  the 
time,  he  was  a  sii^e  par^t  whose  dai^ter  had  just  left 
for  college.  His  employer  paid  his  tuhion  and  expenses, 
but  Weis  was  required  to  use  one  vacation  day  for  every 
two  days  be  spent  in  school  He  also  agreed  to  remain  at 
Matson  for  three  years  after  earning  his  MBA. 

For  two  years  strai^t,  Weis  worked  full  time 
and  attended  classes  every  other  we^cerkd,  all  day 
Saturday  and  Sunday.  "On  my  off  weekends,  it  was 
absolutely  studying  full  time  Saturday  and  Sunday, 
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Navigate  the  Technology 
Landscape  in  One  Day. 

At  IT  Roadmap  Conference  &  Expo,  you'll 
discover  everything  you  need  to  know  to  make 
informed  technology  decisions  for  the  year  -  in 
just  one  day.  And  we're  doming  to  New  York! 

NEW  THIS  YEAR  IT  Roadmap's  agenda  brings  you 
more  timely  content  for  rapid  learning  close  to  home, 
exploring  such  high-priority  IT  topics  as: 

The  New  Data  Center 

Examine  how  the  move  tr  blade  servers,  utility 
computing,  unified  fabrics  and  pooled  storage 
creates  the  agility  that  today's  dynamic  business 
environments  demand. 

The  Connected  Enterprise 

Explore  how  enterprises  are  weaving  together  VoIP, 
unified  communications  and  dynamic  WAN  and  mobility 
technologies  to  support  the  distributed  enterprise. 

The  Modern  Network 

Applications  are  the  lifeblood  of  the  organization  - 
review  strategies  on  how  to  best  manage,  control  and 
optimize  them  for  maximum  efficiency. 

The  Public  and  Private  Cloud 

With  virtualization  and  “as-a-service"  offerings 
paving  the  way  for  efficient  investments,  explore  how 
companies  adopt  public,  private  and  hybrid  clouds. 

The  Evolving  Threat  Landscape 

Take  a  close  look  at  how  to  defend  the  corporate 
fortress  against  new  threats  from  today's  sophisticated 
cybercriminals  and  attacks. 


New  York  City 
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“You’re  constantly  battling  to  strike  the  right 
balance,  performing  your  job  and  hitting  all  of  your 
critical  obligations."  Weis  says.  “It  was  important  to 
me  that  there  be  no  slip  in  my  performance  at  the 
company.  That  led  to  a  24/7  feeling  all  the  time.” 

As  br  the  career  benefits,  he  says.  “An  MBA  doesn't 
translate  into  instant  financial  gratificatioo."  Nor  did 
it  significantly  increase  his  prestige  among  executives 
in  Matson’s  C-suite.  many  of  whom  had  already  earned 
advanced  degrees  from  top-notch  schools. 

An  MBA  doesn’t  necessarily  enhance  one’s  innovation 
and  leadership  abilities  either,  according  to  Paul  Glen. 

author  of  the  IT  man^ement  book  teoding  Greks.  Glen, 
who  bolds  an  MBA  from  Nrethwestem  University’s 
Kellogg  Graduate  School  of  Management  and  has  tau^t 
MBA  courses  at  Loyt^  Marymount  University  and  at 
the  Univeisity  of  Southern  CalifMoia,  says  that  “case 
methods  that  are  taught  in  MBA  programs  can  help 
peopletothinkindiSerentways,butrveneverseenany- 
thii^  that  would  teach  someone  to  think  iiuiovatively.’’ 

Leadership  skills  are  similarly  ^ossed  over  in 


'M  other  things  being  equal,  I’d  give  preference  to  the  candidate  with 
the  MBA,' says  lim  Marascio.  CTO  at  llGiiaffes. 

At  Matson  Navigation.  CIO  Peter  Weis  notes  that  he  just  promoted  an 
apphcalions  architect  to  a  management  role  in  software  developmem, 
and 'one  of  the  primary  reasons  I  promoted  him  is  because  he  has  an 
MBA,' he  says.  Overall,  about  5%  of  the  professionals  In  Matson’s  IT  or¬ 
ganization  hold  MBAs.  Td  love  for  my  entire  project  management  office 
to  have  MBAS,' Weis  says. 

'Absoiuteiy  you  have  to  have  an  MBA  if  you  want  to  be  viewed  as  a 
strategic  business  partner.' says  Whirlpoal  Corp.  00  Kevin  Summers. 

'In  today’s  environment  and  In  the  future,  there  will  be  very  few  people 
at  the  VPand-above  levels  viithout  an  MBA.' he  preticts. 

James  Danas,  senior  vice  president  of  quality  and 
operatians  at  Medtronic,  says  an  MBA  surely  gives 
canddales  who  are  up  hir  leadership  positions  an 
edge.  But  what  he’s  even  more  interested  In  is  how 
and  when  the  potential  leader  earned  his  MBA. 

'Ifsomeonetelsmettieywenltoschoalalni^ 
wlie  having  a  familv  and  got  their  MBA.  that  tens 
me  they  can  manage  multiple  pdomies  at  one  time, 
whlchi5alievtratforaneffectfyeleader.'Dallassays. 

Moreover,  Dallas  advises  his  executive  peers  to  be 
prepared  with  an  advancement  plan  for  employees 
with  newly  minted  MBAS. 

’Tonipanies  have  to  seriously  think  about  what  is  next  for  the  person' 
who  is  pursuing  their  MBA.  Dallas  says. 

*Once  you  get  your  MBA.  you  want  to  apply  your  learning.  I  ted  com¬ 
panies  to  be  prepared  once  that  person  graduates.  K  w>u  don't  have  a 
bigger  role  waiting  for  them,  they  will  try  to  find  one  outside.' he  warns. 

But  a  bigger  role,  addilianal  responsWaties  and  a  new  title  after  earn¬ 
ing  an  MBA  don’t  necessarilv  mean  more  money,  at  least  not  hiitiallY.  In 
fact  most  recent  graduates  shouMnt  exped  to  offset  the  tens  of  thou¬ 
sands  of  doltais  they  spent  on  tuition  and  expenses  wHh  a  big  salary 
Increase  in  their  first  few  years  after  completing  school. 

'I  never  did  the  calculation.  In  fact  I  encourage  people  not  to,' says 
D  mwiagement  consultant  Paul  Glen. -If  people  look  at  education  only 
through  the  lens  of  Investment  they  are  inissing  the  pokiL  It’s  about 
expandmg  your  mind.  If  someone  asks  me  about  an  MBA  primarly  as 
an  invesonent  I  tea  them  not  to  do  It.  If  they  want  the  credential  more 
than  the  knowledge,  they  probably  won’t  get  the  value  from  it' 

That  said.  Glen  estknales  that  he  recouped  the  cost  of  Ns  MBA  within 
a  lew  years. 'But  as  they  say,' he  cautions. 'past  perfixmance  Is  no 
mdlcatian  of  future  performance.' 


1  thought  They  try  I 


upposed  to  approach  problems,  but  you  ( 
jore  about  managing  people.” 


’’The  biggest  thing  it  has  done  is  connect  me  to  the 

the  business  better  through  my  peers’ eyes,”  be  says. 
Also  invaluable,  Weis  says,  is  the  deep  knowledge  of 
finance  he  acquired  in  business  school.  This  has  served 
him  especially  well  in  managing  a  large  portfiilio  of 
competing  projects  and  in  negotiating  with  rr  vendors. 

“One  skill  I  developed  that  was  a  surprise  to  me 
was  negotiation,”  Weis  says.  Fifty  percent  of  IT  spend¬ 
ing  is  with  IT  vendors,  but  CIOs  rarely  get  training  in 
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Makii%  Global  Connections 

FTER  FIVE  YEARS  of  worfchic  bi  tlw  cor¬ 
porate  worM,  vmirtpool  Corp.  CIO 
summers  enrolled  at  Duke  University’s 
Fuqua  School  of  Business.  He  was  in¬ 
spired  to  earn  his  MBA  after  secbic  how 
successful  CKK  at  Ms  previous  employers,  indudinc 
global  companies  like  GE.  Coca-CoU  and  ATAT.  con¬ 
nected  with  all  aspects  of  the  business. 

“I  always  wanted  to  stay  tn  IT  but  progress  quickly  to 
the  CIO  level  and  to  be  a  great  business  leader  as  well." 
Summers  says.  "An  MBA  gives  you  access  to  how  to  work 
in  the  global  economy,  in  different  cultures  and  in  different  parts  of  the  world."  That's 
impoaant.  he  says,  because  in  the  course  of  a  day.  the  Benton  Harbor.  Mlch.-bdsed 
CK)  6  talking  to  business  associates  in  Asia  and  Brazil  and  throughout  North  America. 

“I  can  also  be  in  an  HR  meeting  first  thing  in  the  morning,  then  on  to  a  meeting 
about  finance,  and  then  in  meetings  about  marketing  and  supply  chain,"  he  says.  "An 
MBA  gives  you  the  ability  to  walk  into  any  of  those  rooms  and  have  a  foundation  in 
that  part  of  the  business." 


CuntiHiu'ci/mni 

1  didn't  understand.  I  asked  a  lot  of  questions,  lie 
recalls.  “My  background  was  very  typical  —  light  on 
business  cmuses.  as  I  had  pictured  myself  in  math, 
technology  and  computer  science." 

Today,  what  he  learned  as  an  MBA  student  directly 
impacts  how  he  finances  and  manages  technology 
at  GE  Infrastructure.  “Going  deeper  into  accounting 
and  understanding  how  costs  are  managc*d  gives  you 
different  ideas  about  how  to  finance  your  prcijects  atKl 
sell  them  internally."  lie  says.  “You  earn  credibility, 
and  you  have  a  lot  m<  »re  confidence  selling  your  ideas.” 

jim  Marascio,  chief  tec  h¬ 
nology  officer  at  iiGirartfs 
in  Charlmte.  N.C.  admits.to 
being  somewhat  myopic  in  his 
apprtKich  to  decision-making 
befi^re  earning  an  MBA  at 
the  University  of  Maine.  He 
returned  to  schcxil  to  earn 
an  M  BA  after  working  a  few 


1,  which  he  landed  alter  earning  an  undcTgrad- 
uate  degree  in  computer  science. 

“One  reason  I  went  back  for  an  MBA  is  that  I 
wanted  to  be  in  a  business  leadership  role  rather  than 
in  the  trenches  in  a  development  role,"  he  says. 

He  says  that  having  earned  an  MBA.  he  has  a 
much  better  understandingoi  the  views  and  opinions 
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ol  everyone  on  the  management  team,  which  is  in- 
v.iluahle  l^ecause  “If  I  can’t  understand  why  the  CFO 
is  positioning  something  a  certain  way.  I'm  not  g«»ing 
to  lx*  successful  working  with  the  CFO." 

Marascio  s.iys  that  in  his  n)le  as  an  officer  at  a  small 
digital  mc'clid  and  products  amipany.  "an  MBA  is 
prWty  close  to  mandatory.  On  a  day-to-day  basis.  Fm 
working  with  operations  people  and  marketing  pc*ople 
and  creative  pc*ople  and  techmrlogy  people.  The  ability 
It)  bridge  all  of  those  silos  and  to  be  successful  really 
takes  someone  who  is  much  more  strategically  than 
technically  hxused.  I  find  that  since  I  went  thnnigli  the 
[)rogram,  I  sperxl  much  moa*  time  viewing  things  from 
alternate  perspetii\x*s  and  miK'h  more  holistically." 

Pulling  the  Right  Levers 

jatiK's  Dallas,  senior  vice  president  of  quality  and  op¬ 
erations  at  Minneapolis-ba.sed  Mc‘dtn)nlc  Inc.,  agrees 
with  S/ygenda  that  growth  is  tfxlay's  No.  i  business 
priority.  Growing  ik-  business,  he  says,  comes  down  to 
"knowing  what  tlx*  |bii.sintNs|  levers  airland  which  ones 
tt)  pull  tt)  liave  tlx'  maximum  im{)act."  In  short,  it  conx^ 
down  to  strategy.  Prior  to  earning  an  MBAfrom  Emor) 
University's  Goizueta  Biisiix*ss  Sc’hml  in  1994.  "1  kix-w 
icx  h oologies  and  I  knew  }n)w  to  exec  ute  on  projeens," 
Dallas  .says. !  le  had  gradualtxl  from  college  moa*  than 

|)ortt*d  a  wide  array  of  functions  at  his  then-employer. 
GLX)igia-Paclfic.  “1  started  «Hit  supj)orting  transporta¬ 
tion  and  logistics,  and  1  etided  up  bec-oming  the  general 
manager  of  llui  funclion,  I  supported  our  distribution 
and  operalion-s.  atxl  I  ended  up  running  the  Mkl-Allan- 
lic  and  Southeast  regions  of  that  businc*ss,"  he  recalls. 

But  it  was  as  an  MBA  student  that  Dallas  .says  lie 
learned  "how  to  knik  at  business  models  and  the  key 
questions  l()  ask  at  an  enterprise  level.  The  MBA 
allowed  me  to  get  better  at  deciding  which  projects 
to  (k>  and  when  to  do  tlx'm  based  on  the  pliase  and 
evolution  of  the  business  nuxlel  in  the  overall  com- 
fX’titiwenvinmmenl." 

Dallas  says  it  was  after  earning  his  MBA  that  he 
started  being  asked  to  go  on  sales  calls  to  some  of 
GcHirgia-Pacific’s  largest  customers  "to  talk  alxiul  IT 
from  a  business  standpint,  addressing  technology 
from  the  p«)int  of  view  of  the  customer." 

"I  was  also  in  strategy  meetings  to  talk  about 
overall  business  strategy,  not  just  waiting  lor  the  IT 
part  of  the  meeting  to  come  up,"  he  recalls.  Now.  If  a 
husirx^ss  unit  excx'utive  has  a  que^stion  alxxa  why  his 
or  her  IT  project  isn’t  liiglxT  up  on  a  list.  Dallas  simply 
traces  how  that  j>artlcular  project  maps  to  the  overall 
business  strategy,  and  "if  it  isn’t  pulling  on  fme  ol  the 
specified  business  levers.  It’s  not  at  the  top." 

The  bottom  line:  “A  CEO  is  kx>king  for  a  CIO 
who  will  transform  the  business,  not  just  implement 
lechtiology.  CIOs  are  being  held  accounlahle  for  ilx*ir 
contributions  to  the  bottom  line,  not  just  what  tliey 
did  to  make  things  go  faster,”  Dallas  notes.  "An  MBA 
has  allowc'd  me  to  generate  greater  value."  ♦ 
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IT  Gets  Fit 

Plenty  of  fitness  programs 

are  offered  to  IT  employees,  but  it 
takes  a  top-down  commitment 
to  get  results.  byiiiiaryk.piiatt 


ITS  raoly  a  triddt-dswn 
phemMamon.  If  it  doesn’t 
come  from  the  top  to  encourage 
the  associates  to  stay  healthy, 
then  it’s  not  going  to  happen. 

RICHARD  lUCERI,  H.D., 

VICE  PRESIDENT  OF  HEALTH  CARE  SERVICES, 

IM  FAMILY  ENTERPRISES 


Schell  says  the  on-site  24/7  gym  helps  him  fit 
workouts  into  his  day,  and  he  often  humps  into  IT 
employees  who  have  just  finished  ovemigfit  shifts 
and  are  getting  some  exercise  before  going  home. 

“It’s  all  about  convenience,"  he  adds. 

Other  companies  are  makii^  a  push  to  integrate 
health  and  wellness  into  the  DNA  of  the  IT  department. 

“Our  IT  workers  do  have  a  challenge  fitting  work- 
life  balance  into  their  schedules,  but  I  can  tell  you 
that  the  IT  workers  are  highly  engaged  in  our  well¬ 
ness  program,”  says  Bob  Merhetg,  wellness  program 
manager  at  Paychex  Inc.,  a  payroll  services  company 
headquartered  in  Rochester,  N.Y. 

Merherg  says  there’s  no  specific  program  that 
draws  in  techies.  Rather,  the  company  and  its  IT 


tolerated  by  IT  executives  there  —  it’s  encouraged. 

“It  allows  folks  to  stay  fit,  bum  off  some  stress,  to 
work  together  and  build  relationships,"  says  Shawn 
Berg,  vice  president  of  technology  operatioos  at  the 
Deerfield  Beach,  Fla.,  company. 

Companies  with  corporate  fitness  and  wellness 
programs  offer  a  diverse  range  of  activities,  facilities 
and  services,  including  health  fairs  during  business 
hours,  24/7  corporate  gyms  and  on-site  medical  cate. 
While  these  offerings  benefit  everyone,  program 
leaders  and  IT  executives  say  getting  tech  sta&rs  on 
board  presents  both  challenges  and  opportunities. 

“Our  IT  services  folks  are  far  the  most  part  sedetL. 
tary,  so  there’s  a  lack-of-activity  issue.  They  are  exposed 
to  a  hi^  degree  of  stress.  And  they're  so  diligent  and 
passionate  about  what  they  do  that  the  day  or  night 
goes  by  and  they  haven’t  gotten  up  to  do  anythir^  tor 
themselves,”  says  Richard  Luceri,  M.D.,  vice  president 
of  health  care  services  at  JM  Family  Enterprises. 

Luceri  says  he  works  with  managers  in  all  depart¬ 
ments  to  make  sure  they  errcourage  their  workers  to 
make  time  for  their  own  health. 

“It’s  really  a  trickle-down  phenomenon.  If  it  doesn’t 
come  from  the  top  to  encourage  the  associates  to  stay 
healthy,  then  it’s  not  going  to  happen,”  he  explairrs. 

A  Department  Priority 

IT  managers  are  getting  the  message.  Berg  says  his 
department  discourages  employees  from  scheduling 
meetings  m  using  e-mail  after  5  p.m.,  so  people  feel  like 
they  can  move  on  to  their  own  activities.  (“It  sounds 
goofy,  but  it  makes  a  big  difference,”  he  says.)  Lunchtime 
meetings  are  also  discouraged,  Berg  says,  allowing  fiir 
those  midday  basketball  games,  runs  and  gym  sessions 
(firllowed  up  with  showers  in  on-site  locker  rooms). 

Berg  isn’t  just  paying  lip  service  to  the  topic.  IT 
managers  really  do  help  workers  make  their  own 
health  a  priority. 

Jason  Schell,  director  of  product  administration  for 
information  technology  services  at  JM  Family  Enter¬ 
prises,  works  out  early  in  the  morning.  He  arrives  at 
about  5:30  a.m.  to  exercise  and  then  gets  an  egg  white 
omelet  from  the  cafeteria  and  heads  to  his  desk. 
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because  they  were  concerned  that  we  wouldn't  get 
our  work  done  but  because  we  support  production 
and  something  might  happen  [while]  we  were  out 
running.  "  she  says,  with  a  laugh,  “But  we  showed  we 
could  handle  ourselves.  If  you  woik  In  a  stressful  kind 
of  environment  like  IT,  you  know  you  have  to  rely  on 
your  co-workers,  and  you  can  work  out  plans  that  can 
fit  everyone's  needs." 

Wright's  an  example  of  that.  A  20-yeat  veteran 
of  IT,  she  led  a  team  of  IT  workers  that  logged  the 
highest  number  of  average  steps  in  the  Northeast 

Well  Live  Well  challenge.  Wright  says  she  started 
wearing  a  pedometer  when  she  first  began  participat¬ 
ing  in  the  company's  wellness  program. 

"I  was  surprised  to  learn  that  I  didn’t  even  walk 
2,000  [steps].  Now,  on  a  normal  day  I  can  get 
10,000,"  she  says,  attributing  the  improvement  to 
both  little  changes  like  taking  the  stairs  instead  of  the 
elevator  and  using  the  company’s  outdoor  walking 

Wright,  who  has  lost  40  pounds  and  lowered  her 
Mood  sugar,  says  she  has  seen  changes  in  some  man¬ 
agers.  She  says  at  least  one  is  likely  to  suggest  walking 
the  track  while  meeting  with  others. 

Indeed,  workers,  wellness  program  administrators 
and  IT  leaders  themselves  agree  that  the  best  way  to 
get  techies  to  participate  in  a  company’s  fitness  regi¬ 
mens  is  to  make  them  part  of  the-department’s  culture. 

"It  often  comes  down  to  breaking  down  the  barriers 
as  to  why  people  aren’t  doing  it  on  their  own,"  explains 
Debbi  Brooks,  employee  wellness  program  expert  at 
Health  Care  Service  Corp.  (HCSC),  a  Chicago-based 
health  insurer.  Companies  need  to  make  it  convenient 
for  workers,  offer  incentives  and  find  the  programs 
that  appeal  to  particular  groups  and  individuals. 

Brooks  says  that  IT  workers  tend  to  “feed  off  each 


If  you  ivork  in  a  stressful 
kind  of  environment 
like  IT,  you  know  you  have  to 
rely  on  your  co-workers  and  you 
can  work  out  plans  that  can  fit 
everyone’s  needs. 

LAURIE  WRIGHT, 

DATABASE  ADMINISTRATOR.  PAYCHEX  INC. 


other  and  cheer  each  other  on,”  so  they  like  to  exer¬ 
cise  together  and  compare  results.  And  they  like  their 
tech  toys,  so  smartphone  apps  and  social  networking 
tools  that  let  them  track  fitness  progress  have  been 
popular  too.  And  considering  the  demanding  hours 
that  IT  often  works,  flexibility  is  key. 

Telecommunications  analyst  Tom  Walsh  says 
HCSC’s  commitment  to  flexibility  enabled  him 
to  participate  in  a  io*week  nutrition  and  wellness 
program  that  the  company  offered. 

"Having  it  at  work  made  it  much  easier  to  be  part 

As  did  his  manager’s  support.  Walsh  says.  His 
manager  adjusted  his  start  time  by  a  half-hour  to  ac¬ 
commodate  morning  workouts. 

The  ROI  was  impressive:  Walsh  lost  6o  pounds,  he 
was  able  to  stop  taking  his  blood  pressure  medicine, 
and  he  might  be  able  to  drop  his  cholesterol  and 

Pratt  is  a  Computerworld  contributing  UTiter  in 
Waltham,  Mass.  Contact  Herat  maryfepraft@veri:on.net. 
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because  they  were  concerned  that  we  wouldn’t  get 
our  work  done  but  because  we  support  production 
and  something  might  happen  [while]  we  were  out 
running,”  she  says,  with  a  laugh.  “But  we  showed  we 
could  handle  ourselves.  If  you  work  in  a  stressful  kind 
of  environment  like  IT,  you  know  you  have  to  rely  on 
your  cowotkers,  and  you  can  work  out  plans  that  can 
fit  everyone’s  needs.” 

Writ’s  an  example  of  that.  A  20-year  veteran 
of  IT,  she  led  a  team  of  IT  workers  that  logged  the 
hi^iest  number  of  average  steps  in  the  Northeast 
division  in  the  company’s  most  recent  eight-week  Eat 
Well  Live  Well  challenge.  Wright  says  she  started 
wearir^  a  pedometer  when  she  first  began  participat¬ 
ing  in  the  company’s  wellness  program. 

“I  was  surprised  to  learn  that  1  didn’t  even  walk 
2,000  [steps].  Now,  on  a  normal  day  I  can  get 
10,000,”  she  says,  attributing  the  improvement  to 
both  little  changes  like  taking  the  stairs  instead  of  the 
elevator  and  using  the  company’s  outdoor  walking 
track.  She  even  walks  around  her  ofiice  as  she  talks 
on  the  phone. 

Wri^t,  who  has  lost  40  pounds  and  lowered  her 
blood  sugar,  says  she  has  seen  changes  in  some  man¬ 
agers.  She  says  at  least  one  is  likely  to  suggest  walking 
the  track  while  meeting  with  others. 

Indeed,  workers,  wellness  program  administrators 
and  IT  leaders  themselves  agree  that  the  best  way  to 
get  techies  to  participate  in  a  company’s  fitness  regi¬ 
mens  is  to  make  them  part  of  the  rkpartment’s  culture. 

“It  often  comes  down  to  breaking  down  the  barriers 
as  to  why  people  aren’t  doing  it  on  their  own,”  explains 
DebU  Brooks,  employee  wellness  program  expert  at 
Health  Cate  Service  Corp.  (HCSC),  a  Chicago-based 
health  insurer.  Companies  need  to  make  it  convenient 
for  workers,  offer  incentives  and  find  the  programs 
that  appeal  to  particular  groups  and  individuals. 

Brooks  says  that  IT  workers  tend  to  “feed  off  each 


If  you  waifc  in  a  Hrawful 
kind  of  cnviranHMnt 
iike  ITy  you  know  you  have  to 
rely  on  your  co-workers  and  you 
can  work  out  plans  that  can  fit 
everyone’s  needs. 

LAURIE  WRIGHT, 

DATABASE  ADMINISTRATOR.  PAYCHEX  INC. 


other  and  cheer  each  other  on,”  so  they  like  to  exer¬ 
cise  together  and  compare  results.  And  they  like  their 
tech  toys,  so  smartphone  apps  and  social  networking 
tools  that !« them  track  fitness  progress  have  been 
popular  too.  And  considering  the  demanding  hours 
that  IT  often  works,  flexibility  is  key. 

Telecommunications  analyst  Tom  Walsh  says 
HCSC’s  commitment  to  flexibility  enabled  him 
to  participate  in  a  lo-week  nutrition  and  wellness 
program  that  the  company  o&red. 

“Having  it  at  work  made  it  much  easier  to  be  part 
of  it,”  he  says. 

As  did  his  manager’s  support,  Walsh  says.  His 
manager  adjusted  his  start  time  by  a  half-hour  to  ac¬ 
commodate  morning  workouts. 

The  ROI  was  impressive:  Walsh  lost  60  pounds,  he 


was  able  to  stop  taking  his  blood  pressure  medicine. 


UNIFIED  COMMUNICATIONS 


A  Pepsi  bottler  ^ 

‘whiz- 

bang’ technology 
salesmanship. 

BY  MATT  HAMBLEN 


UNIFIED  COMMUNICATIONS  systems 
haven’t  cau^t  on  as  much  as  expect¬ 
ed,  and  evE®  though  IT  managers 
report  some  solid  productivity  ben¬ 
efits,  roUii^  out  such  new  technc^ 
gies  niay  require  IT  to  in  a 
of  salesman^ip  with  end  users. 

A  ca^  in  point  is  a  $i  million  unified  communica- 
tiqps  and  voice-over4P  rollout  at  Rale^,  N.C.-based 
Pq>si  Bottling  Ventures  —  an  initiative  started  in  2009 
that  has  affected  3,000  employees  at  30  locations. 

*  “In  a  project  like  this,  ypu  in:q)iement  the  UC  tech¬ 
nology  pieces,  of  course,  you  have  to  put  on  the 
mariceting  hat  and  drum  tq)  excitement,”  says  Pepsi 
Bottling’s  director  of  technology.  Tommy  Alexan^r, 
who  began  overling  the  project  at  its  inception  in 
2609.  “A  bit  of  salesmJinship  is  involved  for  sure”  to 
get  full  end-user  participation,  he  adds.  “To  get  the 
benefit  out  of  a  UC  systtoi  requires  full  particq)ation.” 

The  bottler  and  its  systems  integrator,  EHmenskm 
Data,  even  created  a  maiieting  campaign  to  let  end 
users  know  that  something  big  was  coming.  The 
campaign  used  the  slogan  “A  new  flavor  of  communi¬ 
cation,”  which  Alexander  says  helped  “build  up  some 
suspense”  for  the  unified  communications  rollout. 

•  Most  end  users  don’t  understand  what  unified 
communications  systems  are,  much  less  the  benefits 
they  offer,  which  is  why  some  marketing  fiom  IT  was 


“Generally  speaking,  UC  is  still  not  understood  very 
well  by  many  end  users  today  —  ranging  from  Cl 
on  down,”  notes  Rich  Costello,  an  analyst  at  IIX. 
the  positive  side,  there  is  obviously  more  undersu 
ii^  about  UC  techndogy  aixl  aj^ications  among 
IT  and  telecom  types  who  are  charged  with  asses: 
implementing  and  explaining  it  to  the  employees, 

Mr.  Alexartder.  This  situation  certainly' makes  the 
challenge  to  educate  tou^  for  IT  people,  both  fro 
‘how  to*  use  it’ and ’how  can  we  justify  it’ perspect 
For  Pepsi  Bottling  Ventures,  Dimension  Dau 
inqileniented  VoIP  technologies  fiom  Cisco  akmg 
with  Microsoft’s  Office  Communications  Server. 
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“Support  and  maintenance  were  quite  challenging 
as  we  were  continuing  to  grow,"  Alexander  says. 

He  says  the  company  wanted  to  use  VoIP  technolo¬ 
gy  to  connect  new  sites,  partly  to  reduce  long-distance 
calling  lees.  It  also  replaced  an  older  frame-relay 
network  with  an  MPLS  (Multiprotocol  Label  Switch¬ 
ing)  cloud  to  increase  bandwidth.  But  the  carrieis' 
long-distance  calling  prices  are  already  low,  so  “it 
was  pretty  challenging  to  justify  the  project  on  long¬ 
distance  savings,"  Alexander  notes. 

This  year,  major  savings  are  expected  from  install¬ 
ing  SIP  (Session  Initiation  Protocol)  trunking  at 
all  30  locations,  but  in  the  meantime,  the  various 
unified  communications  applications  have  been 
deployed  to  improve  worker  productivity. 

“Implementing  UC  allowed  us  to  put  something 


fundamenUl  practical  value,  but  whiz-bang  features 
create  a  draw  and  user  adoption.” 

In  other  words,  IT  is  acting  like  a  marketing  team. 

Most  companies  find  that  personal  productivity 
gains  are  the  chief  benefit  of  UC,  unless  they  are 
saving  money  on  international  phone  calls  with  VoIP, 
Costello  says.  “We  see  mostly  soft  ROl  benefits  as¬ 
sociated  with  UC,  personal  productivity  gains  or  en¬ 
hanced  collaboration,  which  are  difiScult  to  measure 
in  hard  cost  savings,”  he  notes. 

Alexanders  and  Dimension  Data's  promotion  at 
Pepsi  Bottling  Ventures  is  the  type  of  campaign  that 
should  be  a  best  practice  for  any  organization  plan¬ 
ning  a  UC  upgrade.  Costello  says  that  such  initiatives 
should  iixrhide  some  details  about  pending  changes 
to  help  win  over  employees  who  might  not  under¬ 
stand  the  techndogy  at  all.  * 
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Security^^ 

1  Trouble  I 
[  Ticket  j 

T  Maric^er’s  -■ 

Journal 

Stopping  Stupid  Human  Tricks 

*  5  I'VE  MENTIONED,  my  new  edgeable  about  the  risks  they  create  for 

company  likes  to  use  SaaS  our  sensitive  data.  The  reason  I  worry 

/  W  fe"'  tnany  of  its  corporate  ap-  so  much  is  that  1  know  from  experience 

plications.  This  tends  to  keep  that  most  people  do  not  have  adequate 

^  ^^me  up  at  night.  The  software-  knowledge  about  simple  security 

That’s  why  I’ve  decided  to  make 
my  information  security  training  and 
awareness  program  a  priority.  'The  main 
goal  is  simple:  to  change  employees’ 
behavior.  If  1  can  drill  basic  security 
awareness  into  each  employee.  1  will 
reduce  the  risk  that  arises  from  employ¬ 
ees  doing  stupid  thii^. 

Raising  Consciousness 

Besides  the  things  1  mentioned  above, 
the  training  will  address  common  risks 
associated  with  mobile  devices,  social 

as-a-service  market  is  still  in  its  infancy  precautions.  They  opt  for  convenience, 

when  it  comes  to  security  and  interop-  checking  off  the  box  that  promises  to  te- 

erabiUty  with  other  vendors’  security  member  their  username  and  password, 

implementations  and  technologies.  They  use  random,  unsecured  computers 

What  worries  me  are  applications  that  to  log  into  SaaS  applications  —  even, 

contain  sensitive  corporate  information.  as  I've  noted  before,  doing  it  from  an 

Tm  not  too  concerned  about  HR  using  a .  Internet  kiosk  in  Moscow.  And  as  if 

SaaS  application  with  a  to  demonstrate  that 

discount  brokerage  6rm,  ^ 

media,  phishing  scams,  unpatched 
systems,  Wi-Fi  access  and  “shoulder 
surfing,’’  as  well  as  some  more  far-out 
topics.  1  might  demonstrate  for  them 
how  easy  it  is  to  install  keystroke  loggers 
and  explain  such  seemingly  esoteric  risks 
as  using  a  GPS-enabled  phone  to  visit  a 
social  media  site  and  post  images  that 
have  location  data  embedded  in  them. 

1  also  want  infbsec  awareness  guide¬ 
lines  to  become  part  of  the  materials 

register  sales  deals,  maintain  customer  actions  can  lead  to  things  like  a  corn- 

contacts  and  conduct  negotiations.  And  promise  of  a  SaaS  applications  admin- 

I  get  downright  apoplectic  thinking  istrative  portal,  with  the  potential  for 

about  an  online  application  for  deter-  disastrous  consequences.  I  do  not  want ' 

mining  whether  a  merger  or  acquisition  to  crack  down  after  someone  has  gotten 

makes  sense.  into  our  netwrak  and  done  things  like 

I  have  to  wonder  whether  the  people  adding  or  removing  accounts,  manipu- 

who  use  such  applications  are  knowl-  lating  data  or  even  deletir^  data. 


ments  of  relevant  security  alerts. 

A  security-awareness  training 
program  has  the  potential  to  give  you 
great  results  at  a  fairly  low  cost,  but 
the  best  part  might  be  that  those  visits 
to  remote  branches  will  get  me  out  of 
the  office.  And  we  just  opened  a  large 
branch  in  Australia!  ♦ 

This  uieek  s  journal  is  wntten  by  a  real 


whose  name  and  emfiayer  haw  been  disguised 
for  obvious  reasons.  Contact  him  af  mathkis. 
tkurman^yahooxam. 


What  worries  me  are  SaaS  applications  that  contain 
sensitive  corporate  information. 
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UNIFIED  COMMUNICATIONS  At  3  GlSIlCe 


The  particular  unified 

that  Pepsi  Bottling  Ventures 
deployed  include  instant  mes¬ 
saging.  a  click-io-dial  system, 
desktop  videoconferencir^  and 
unified  vx)ice-mail  capabilities. 

Keeping  Connected 


improving  worker  efficiency. 
Alexander  says. 

Click-toafial  benefited  the 
company  as  a  whole  because 
it  did  awaj-  with  the  need  to 
maintain  corporate  directo¬ 
ries.  But  Alexander  says  the  IM 
m  has  probably  been  the 


VMims  in  Raleigh.  N.C.  is  the  latgest 
privatelv  hekJ  manufacturer  and  distribu¬ 
tor  of  Pepsi-Cola  drinks  in  the  U.S..  with  30 
locations  and  3.000  employees. 

Mdir,  director  of  technology.  The  team 
included  head  engineer  Brad  Gruesbeck 
(who  has  since  joined  Cisco)  and  lason 


workers  in  all  30  locations,  with  a  doubling 
of  videoconferencing  users  in  the  past 
year.  Alexander  says  he  doesn't  have  a 
hard  ROI  number  to  share. 


because  it  offers  "pre 
information  about  colleagues. 

“Being  able  to  see  now  whether  a  colleague  in 
Idaho  is  actively  online  or  is  away  from  his  desk  and 
plans  on  being  back  in  two  hours  is  a  big  thing.  "  he 
says.  "As  we  were  ^wing  bigger  as  a  company,  it 

Having  acquired  in  recent  years  four  smaller 
independent  Pepsi  bottlers  in  locations  as  far  apart 
as  Idaho.  Nevada  and  New  York,  the  company  began 


mobile  salespeople  appreciate 
the  fact  that  they  can  now 
get  voice-mail  messages  from 
their  office  phones  on  their 

“A  little  thing  like  that  was 
perceived  as  a  big  win."  Alex¬ 
ander  says.  “They  thought  that 

really  thought  it  was  going  to 

also  proved  to  be  very  valu¬ 
able.  "When  I  was  training 
end  users  and  demonstrat¬ 
ing  IM  for  those  who  never 
ne  person  asked  how 


IMis 


UC  is  still  not 

understood  very  well  by  many  end  users 
today 


“Suf^rt  and  maintenance  were  quite  challenging 
as  we  were  continuing  to  grow."  Alexander  says. 

He  says  the  company  wanted  to  use  VoIP  technolo¬ 
gy  to  connect  new  sites,  partly  to  reduce  long-distance 
calling  fees.  1(  also  replaced  an  older  frame-relay 
network  with  an  MPLS  (Multiprotocol  Label  Switch¬ 
ing)  cloud  to  increase  bandwidth.  But  the  carriers’ 
long-distance  calling  prices  are  already  low,  so  “it 
was  pretty  challenging  to  justify  the  project  on  long¬ 
distance  savings."  Alexander  notes. 

This  year,  major  savings  are  expected  from  install¬ 
ing  SIP  (Session  Initiation  Protocol)  trunking  at 
all  30  locations,  but  in  the  meantime,  the  various 
unified  communications  applications  have  been 


Implementing  UC  allowed  us  to  put  something 


.  I  don’t  know  if  a  colleague 
two  minutes  or  tomorrow, 
dl-time  feedback  and  the 


but  with  IM.yi 
intelligence  to  make  decisions." 

The  value  of  that  real-time  feedback  is  demon¬ 
strated  by  the  fact  that  workers  who  once  had  to  walk 
the  length  of  a  large  bottling  plant  to  get  answers 
to  questions  can  now  use  instant  messaging  to  ask 
a  question,  Alexander  says.  “It’s  changed  the  way- 
people  make  decisions,  and  that  power  becomes 
more  powerful  with  bigger  numbers  of  users." 

About  200  employees  use  videoconferencing,  up 
from  100  a  year  ago.  and  videoconferencing  systems 
will  continue  to  be  rolled  out  to  additiohal  workers 
who  would  benefit  from  them,  he  says. 

"People  like  the  sense  of  connectedness,  ”  Alex¬ 
ander  notes.  "Connectedness  with  some  of  these 
features  has  helped  drive  adoption.  I  call  those  fea¬ 
tures  whiz-bang,  and  maybe  [a  feature  doesn’t  have] 
fundamental  practical  value,  but  whiz-bang  features 
create  a  draw  and  user  adoption." 

Most  companies  find  that  personal  productivity 
gains  are  the  chief  benefit  of  UC,  unless  they  are 
saving  money  on  international  phone  calls  with  VoIP. 
Costello  says.  "We  see  mostly  soft  ROI  benefits  as¬ 
sociated  with  UC,  personal  productivity  gains  or  en- 


ivings."  he  n. 
;and  Dimen- 


in  hard  co 

‘s  promotior 

Pepsi  Bottling  Ventures  is  the  type  of  campaign  that 
should  be  a  best  practice  for  any  organization  plan¬ 
ning  a  UC  upgrade.  Costello  says  that  such  initiatives 
should  include  some  details  about  pending  changes 
to  help  win  over  employees  who  might  not  under¬ 
stand  the  technology  at  all.  ♦ 


Z  COMPUTERWORLD  1; 


stopping  stupid  Human  Tricks 


AS  I'VE  MENTIONED,  mv  mw 

company  likes  to  use  SaaS 
for  many  of  its  corporate  ap- 
plk.'atir)ns.  This  tends  to  keep 
me  up  at  night.  The  software- 
as-a-service  market  is  still  in  its  infancy 
when  it  comes  to  sec  urity  and  interop¬ 
erability  with  otlK*r  vendors'  security 
implementations  and  technologies. 

What  worries  me  are  applications  that 
contain  sensitive  corporate  information. 
I'm  not  ttM)  concerned  al>out  HR  using  a 
SaaS  application  with  a 
discount  brokerage  firm, 
and  applications  that 
employees  use  to  access 
their  flexible  spending 
plans  or  to  book  travel 
don’t  really  bother  me.  But  when  our 
finance  team  uses  the  cloud  to  calculate 
and  maintain  our  quarterly  earnings.  I 
get  nervous.  I.feel  the  same  way  when 
our  sales  team  u.sc‘s  a  SaaS  application  to 
register  sales  deals,  maintain  customer 
contacts  and  conduct  negotiati(»ris.  And 
I  get  downright  apoplectic  thinking 
about  an  online  application  f<»r  deter¬ 
mining  whether  a  merger  or  acquisition 
makes  sense. 

I  have  to  w^mder  wiM?t  Ikt  tlie  pi*ople 


edgeable  abtml  tlu*  risks  tlK*\  create  for 
our  st‘nsiiive  data.  T4ie  reasrjn  1  w(irr\  • 
so  much  is  that  1  know  fnim  experience 
that  most  pwjple  do'not  base  ad(>()uat(‘ 
knowledge  alMrtit  simple  security 
precaut  ions.  They  opt  for  convenkMK'e. 
chcxrking  off  tlie  Ixix  that  pr<»inises  to  re- 

They  use  random,  imscvunxl  computers 
to  l(»g  into  SaaS  applications  —  esx*n. 
as  Tvv  noted  before,  doing  it  from  an 
Internet  kiosk  in  Moscow.  .■\iid  as  if 
to  demonstrate  that 

particularly  risky.  ihc*y 
VC  ill  walk  away  Irotn 
that  kiosk  with  the 
conqxtter  still  loggcxl 
into  tlieir  acc<nmt.  or  they  will  down- 

on  the  computer.  . 

Clearly.  I  have  a  duty  to  cxlucate  t  hc‘se 
{)t*ople.  Thev  need  to  l>e  aware  that  such 
actions  can  lead  to  things  like  a  com¬ 
promise*  of  a  SaaS  application's  admin¬ 
istrative  jK»rial.  with  the  potential  fi)r 
disastrous  conscHjuences.  I  ck»  yot  want 
to  crack  down  ufti  r  someone  lus  gotten 
into  our  network  and  done  things  like 
adding  or  removing  accounts,  manipu¬ 
lating  data  t)r  even  deleting  data. 


That's  vv  by  I've  dtx  ided  to  make* 
my  information  Ncviiritv  training  and 
avv  arenc‘ss  program  a  priority.  I'he  main 
gtui  is  simple:  to  change  empl«  ivc  i-s' 
behav  ior.  H'  I  can  drill  ba%k  securitv 
jvvareiK'ss  into  eac  h  emplovet*.  I  will 
ivduce  the  risk  that  arises  from  emplt*\ 
ees  doitig  stupid  things. 

Raising  Consciousness 

Beskles  tlu*  things  1  mentioticxi  abovv. 
the  training  vv  ill  address  common  risks 
jsvK'iated  with  mobile  dev  k’i*s.  s<k  ial 
iiK'dij.  pliishing  scams,  impatched 
sv  sieins.  Wi-Fi  access  and  "shoulder 
surfing.”  as  well  as  souk*  im)re  (4r-«>ui 
topks.  I  miglH  ck'inonstMte  for  tlR*m  . 
how  easv  it  is  to  install  keystroke  loggers 
and  explain  such  seetningK  esoteric  risks 
as  using  a  GrS;eiul>lc*d  pltom-  to  v  isit  j 
MKial  nicxlia  site  and  p«>s‘t  image's  that 
luve  location  data  embixklc'd  in  them. 

i  also  want  iiifoscv  awareiK'ss  guide¬ 
line's  toinvome  pan  of  the  materials 
given  to  all  tK*vv  hire's.  .-Xml  I  m  ck>ing 
ongoing  cxUicatkin  with  things  like  ' 
an  "infosec  tip  of  the  dav '  RSS  ftxxl. 
courtc'sv  of  tile  SANS  Institute.  I  w  ill 
fill  in  tlK’ga|»s  w  ithsoiue  training  visits 
to  rc'iiHRe  tiffices.  brow  n-bag  IuikIi 
vessions.  |)ostt*rs  and  e-mail  aniHHinct*- 
meiils  of  rc'levant  scxui  iiv  alerts. 

.  .A  scxurtiv-avvarenc*ss  training 
pri^iam  has  the  [RKenlial  to  give  you 
great  rc'sulls  at  a  lairiv  km  cost,  inil 
tlu'  Ix'st  part  might  Ik*  tlur  tliose  v  isiis 
to  a*moie  branc  lic's  will  get  me  out  t»i 
iIk'  «»ffice.  And  we  just  o{H'ih.«d  a  large 
branch  in  .Australia!  ♦ 

Tills  wtvk's  foitniiil  IS  wnffcH  fiyu  nuJ 


What  worries  me  are  SaaS  applications  that  contain 
sensitive  corporate  information. 
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The  vast 
majority  of 
executives 
have  never 
pictured 
themselves 
becoming 
the  boss. 
What  does 
that  tell  us? 


Thornton  A.  May 

Is  the  author  of 
The  New  Know:  Innovation 
Powered  by  Analytics 
and  executive  director 
of  the  IT  Leadership 
Academy  at  Florida  State 
College  at  Jacksonville. 
You  can  contact  him  at 
thorntonamay@ 


Peering  at  the 
NewVi^rldoflTWork 


Here’S  a  DOG-THAT-DIDN’T-BARK  situation:  As  part  of  a  frenzy 
of  end-of-year  poll-taking  and  interviewing,  I  asked  hundreds  of  ex¬ 
ecutives  around  the  country  what  they  would  do  if  they  suddenly 
found  themselves  the  boss,  going  from  being  the  CIO  to  being  the 


CEO,  or  (corn  being  an  IT  director  to  being  the 
CIO.  I  received  some  very  interesting  responses, 
but  even  mote  interestirrg  was  this:  The  vast  ma¬ 
jority  haitnever  asked  themselves  this  question. 
They  had  not  [Hctured  themselves  becoming  the 
boss.  What  does  this  tell  us  ahout  the  new 
IT  workplace? 

I  looked  at  the  implications  of  this  finding 
throu^  (our  lerrses:  transfirrmational,  genera- 
tknral,  situational  and  operational. 


he  traditional 
concept  of  hierarchy  outdated?  It’s  not  an  outre 
thought.  Thomas  W.  Malone  of  MIT  has  said 
something  similar  in  his  book  The  Future  o/ Work. 
A  key  premise  of  coordirration  theory,  he  explains, 
holds  that  increasingly  powerful,  portable  and 
affordable  information  technologies  ate  taking 
us  “across  a  threshold  into  a  place  where  dramati¬ 
cally  mote  decentralized  ways  of  organizing  work 
becortre  at  once  possible  and  desirable.”  Evidence 
abounds  that  technology  is  reshaping  contempo¬ 
rary  cuhute  and  work. 

■  The  fencratloinl  lens.  Today's  high  school 
strrdentsare  digital  natives.  They  seem  to  be  de¬ 


veloping  a  “connect  and  contribute”  mental  model 
of  success  that  could  flatten  hierarchies  and  make 
moot  the  question  of  who  the  boss  is.  At  tbe  same 
time,  digital  tools  hold  great  meaning  for  these 
millennials.  Google  CEO  Eric  Schnridt  said  in  an 
August  interview  with  The  Wall  Street  foumol,  “I 
actually  thirrk  rrrost  pet^le  don't  want  Google  to 
answer  their  questiorrs.  They  want  Google  to  tell 
them  what  they  should  be  doing  next.”  This  sug¬ 
gests  that  we  ate  on  the  cusp  of  a  generation  that 


lets  the  tools  tell  them  where  they  should  go. 

■  The  sHuational  lens.  At  what  is  possibly  a 
pivotal  moment  in  history,  America  is  a  nation 
hypersensitized  to  any  indication  of  national 
decline.  Arry  malfunction  —  whether  one  as 
dire  as  a  catastrophic  oil  spill  or  as  nonthreaten¬ 
ing  ?s  a  broken  shoelace  —  is  viewed  as  a  sign 
of  our  sad,  slow  slide  into  the  abyss.  According 
to  a  recent  NBC/WoB  Street  Journal  poll.  65%  of 
Americans  believe  the  nation  is  now  in  decline. 
Seen  in  this  sinister  light,  the  firihire  of  so  many 
to  even  contemplate  upward  career  mobility  could 
be  a  reflection  of  a  widely  shared  perception  that 
it  is  unachievable.  Is  the  American  dream  dead 
for  these  people?  Are  they  so  estranged  from  the 
purposes  and  mission  of  the  enterprise  that  they 
just  don't  care  what  happens  at  the  level  above 
them?  fonathan  Franzen's  currently  best-selling 
novel  Freedom  portrays  American  middle-class 
life  as  filled  with  unhappy  and  spiritually  stunted 
people.  Have  we  regressed  to  tbe  Mad  Men  milieu 
of  the  late  iqsos,  with  external  bravado  masking 
internal  angst? 

■  The  operational  lens.  The  view  is  more 
optimistic  through  this  one,  with  all  of  us  capable 
of  being  the  empowered  CEO  of  our  own  destiny. 
With  a  smartphone  and  an  Internet  connection, 
there  is  nolhir^we  carmot  know.  Yes,  there  remain 
swaths  of  humanity  still  stuck  in  the  pre-digital 
world.  Atrd  yes,  in  IT  there  seems  to  be  a  dispropor¬ 
tionate  percentage  of  bad  bosses.  But  techrrology 
gives  one  the  power  to  act.  The  digital  tools  at  your 
disposal  are  the  pens  with  which  you  can  write  the 
next  chapter  of  your  career  adventure.  ♦ 
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interpersonal  skills  hinders  advancement  in  their  organization. 

tWntdnoiimfpumbrtmtliMIfHlwiiUpwwtiwmdo 

best  In  the  emiliplace?  The  key  to  success  in  txisiness  is  to  produce  results 
while  maintaining  relationships.  Self-promoters  produce  results,  a  main 
benchmark  for  promotion,  at  the  cost  of  relationships.  When  a  manager 
is  faced  with  the  decision  to  advance  a  self-promoter  or  an  employee  who 
values  relationships  over  results,  the  manager  will  most  likely  choose  the 
employee  who  produces  strong  results. 

However,  our  research  reveals  that  the  combination  of  strong  interper¬ 
sonal  skills  and  strong  results  are  by  far  the  best  predictor  of  whether  an 
employee  will  be  respected  as  a  leader  after  a  promotion.  Leaders  who  lack 
interpersonal  skills  are  not  respected  by  their  employees,  and  a  disrespected 
leader  wields  little  true  influence  in  the  workplace.  Thus,  employees  who 
place  high  value  on  both  results  and  relationships  are  most  likely  to  excel 
and  exert  influence  in  their  company. 

lll’iwa)«fk,howcawlclaine?MowdomiiiiiiwjilibHi*imiltD 
chanfc?  It  can  be  difficult  for  a  person  to  recognize  the  need  to  change,  be¬ 
cause  co-workers  are  often  reticent  to  give  honest  feedback.  It  takes  a  great 


steps  for  navigating  crucial  conversations  -  high-stakes,  politically  risky 
or  emotionally  volatile  situations  -  in  a  way  that  generates  results  and  im¬ 
proves  relationships. 

^Chanteyourmiotioiis.  In  stressful  moments,  separate  people  from 
the  problem.  Try  to  see  others  as  reasonable,  rational  and  decent  human 
beings  -  even  if  your  opinions  clash.  Jerks  don't  bother  with  this  principle  - 
they  make  harsh  judgments  of  others  and  act  out  those  judgments  through 
mistreatment. 

^  Hdp  others  feel  safe.  Jerks  disguise  their  harshness  as  brutal  hon¬ 
esty.  In  contrast,  effective  leaders  find  a  way  to  be  both  100%  honest  and 
100%  respectful.  They  do  both  by  starting  high-stakes  conversations  by  as¬ 
suring  the  other  person  of  their  positive  intentions  and  their  respect.  When 
others  feel  respected  and  trust  your  motives,  they  let  their  guard  down  and 
begin  to  listen  -  even  if  the  topic  is  unpleasant. 

Q  Present  Just  the  facts.  Respected  leaders  describe  problems  in  fac¬ 
tual  terms  -  stripping  out  the  negative  labels  and  punitive  conclusions  com¬ 
monly  used  by  jerks.  Without  the  facts,  judgmental  statements  are  far  from 
motivating  and  create  animosity  and  resistance. 

0  Invite  dialotue.  Effective  leaders  create  dialogue,  while  jerks  settle  for 
monologue.  After  confidently  sharing  your  views,  invite  others  to  do  so  as  wen. 
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OPINION 


The  tea  leaves 
tell  me  this 
will  be  a  much 
better  year 
economically, 
and  more 
exciting  for  both 
IT  businesses 
and  products. 
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Looking  Backward  -  and 
Forward  to  a  Better  Year 


For  computer  technology,  2010  wasn’t  very  eventful. 

Sure,  it  was  the  year  of  the  iPad  and  all  of  the  tablets  that  fol¬ 
lowed.  The  consumerization  of  IT  marches  on,  and  the  advent  of  the 
tablet  as  a  viable  form  factor  could  have  far-ranging  effects  on  enter¬ 
prise  technology,  but  last  year  all  that  trend  really  amounted  to  was  just 
another  successful  Apple  launch. 


2010  also  saw  China  become  the  country  with 
the  kstest  supeicomputeis  on  Earth.  And  Sturnet 
proved  not  only  that  worms  are  still  relevant,  but 
that  they  can  be  used  to  attack  industry,  which 
makes  them  a  means  of  waging  war. 

With  Windows  7,  Microsoft  showed  that  it  can 
still  build  a  reasonably  good  desktop  operating 
system,  gamering  solid  sales  and  adoption  numbers. 
But  the  company’s  inability  to  set  the  world  on  6re 
with  its  mobile  platform  is  an  ongoing  problem. 

Hewlett-Paclurd’s  ouster  of  Mark  Hurd  demon¬ 
strated  once  again  that  the  IT  industry  hasn’t  lost 
its  capacity  to  stun  and  amaze  onlookers. 

And  of  course,  2010  was  the  year  that  Wiki- 


about  being  the  news  than  it  is  about  unearthing 
the  news. 

Finally,  the  elephant  in  the  room;  The  economy 
didn’t  get  worse  in  2010.  It  even  started  to  perk 
up  in  the  fourth  quarter.  But,  probably  because  of 
the  economy,  2010  was  a  transitional  year.  There 
weren’t  a  heckuva  lot  of  IT  milestones  to  speak  of. 

As  for  2011,  I’ll  go  out  on  a  limb.  The  tea  leaves 
tell  me  that  this  will  be  a  much  better  year  eco¬ 
nomically,  and  more  ezcitii^  for  both  IT  business¬ 
es  and  products.  Also,  I  ezpect  the  trend  toward 
mergers  and  acquisitions  to  continue  —  that’s 
what  happens  after  a  major  recession.  Most  suc¬ 
cessful  businesses  are  flush  with  cash,  and  they’re 
ready  to  put  that  money  back  in  play  —  a  solid 
indicatm  that  the  economy  is  looking  up.  The 
resuk  of  this  M&A  activity  will  be  new  products 


in  the  marketplace:  As  smaller  companies  that 
have  good  technology  but  not  the  wherewithal  to 
bring  it  to  market  get  gobbled  up,  their  products 
will  finally  get  pushed  out  the  door. 

Many  analysts  are  predicting  that  IT  spendii^ 
will  be  on  the  rise.  Last  month,  IDC  projected  that 
IT  spending  would  be  5.7%  bi^r  in  20U  than  it 
was  in  2010.  Gartner  and  Forrester  ate  also  predict¬ 
ing  single-digit  increases.  Here’s  my  prediction:  By 
midyear  or  so,  the  analyst  firms  will  be  adjusting 
their  forecasts  upward.  There’s  a  lot  of  pent-up 
hardware  demand  in  enterprises.  IDC  accounts  for 
that  demand  by  projectile  a  7.8%  increase  in  hard¬ 
ware  spending.  But  it’s  been  at  least  a  two-year  span 
of  austerity  at  most  companies,  so  I  wouldn't  be  sur¬ 
prised  if  that’s  a  conservative  number.  Enterprises 
also  have  key  needs  in  the  areas  of  BI  and  analytics, 
mobile,  doud  services,  social  networking  security, 
storage  and  a  raft  of  other  systems  that  have  prob¬ 
ably  been  given  shmt  shrift  of  late. 

When  economies  come  back,  the  process  of 
the  return  to  confideiKe  is  often  an  exercise  in 
syiKing  up  perception.  It’s  a  giant,  and  cautious, 
game  of  chicken  as  thousands  of  businesses  (and 
individuals)  take  one  small  step  after  another  back 
into  the  fray,  watching  closely  to  see  whether  their 
partners  and  competitors  are  doii^  the  same. 
What  I’ve  noticed  is  that  sometimes  when  the 
return  to  a  healthy  business  environment  is  going 
to  happen  in  a  sustained  way,  the  second  half 
of  the  comeback  happens  seemingly  overnight. 
’That’s  what  I  think  IT  is  in  for.  Happy  New  Year.  • 
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